FUND-RAISING Over the past two decades, women have finally been able to realize their potential as participants, coaches, and administrators in intercollegiate athletics. As the complexity and cost of operating an intercollegiate athletic program escalate, it would seem wise for athletic departments to also recognize the potential of women as donors.
When you couple this data with the increasing number of women who are participating in intercollegiate athletic programs and the fact that the quality of the athletic experience has been enhanced, it's clear that women's capacity to donate may increase even further in the future.
The current female donor base consists of three segments: those who have benefited from the advances in women's athletics in the post-Title TX era, those athletes from the pre-Title TX era, and those who may have never par6cipated in sports or attended the ins6tuLion, but are interested in college athletics. In all three of these market segments, athletic departments need to fully appreciate the potential of women not only w a resource for monetary donations but also as volunteers for special events and annual drives.
To effectively solicit women as donors, an athletic department should consider the following step: 1) cultivate relationships with the three previously mentioned segments, 2) recognize that there are potential differences in motivations between men and women for donating to athletics; and 3) plan cultivation and solicitation strategies based on those differences. If these steps are taken, an athletic department can develop an active base of women donors that can equal its base of men donors in loyalty and willingness to contribute.
Cultivate & Inform
To implement the first step in developing female donors--cultivating relationships--an athletic department needs to make sure it is treating its current female athletes equitably. Along with following all the legal aspects of Title TX, this involves creating a positive environment, providing a quality experience, and educating and involving current studentathletes in the fundraising process. Those women who perceive or experience inequities will justifiably harbor negative feelings towards the athletic department, while those who feet they have been treated equitably and have had a positive experience will feel positive about the athletic department.
"Those athletes who have positive experiences are faithful in regards to donating," notes Jack Bream, Executive Director of the Orange and Blue Club at Gettysburg College. 'We do not treat males and females any differently. We focus on the success of the entire athletic program. Because of this philosophy our female graduates have been as loyal as our males in donating to the athletic program."
Bream includes student-athletes in phon-a-thons to introduce them to the fund-raising process. He also offers all graduating athletes a free one-year membership to the Orange and Blue Club.
Brian Crockett, Executive Director of the Scarlet R Club and Assistant Athletic Director for Development at Rutgers University, sees current female student-athletes and recent graduates as active donors in the future. "There are two factors that make current women athletes strong prospective donors for the future: interest and capacity," Crockett states. "The quality of the student-athlete experience for women has improved vastly through the increase in the number of scholarships being offered to women and program being upgraded, and women are graduating with degrees that will enable them to succeed in corporate America. Their positive experiences will stimulate their interest and their professional successes will provide them with the capacity to give."
Those women who participated in athletics in the pre-Title IX era may not initially be interested in donating to athletics because of inequities they experienced. But that can be remedied by informing this group of the changes and growth in women's programs.
Many fund-raisers have found that pre-Tide IX female athletes are committed to seeing equality for today's generation of sportswoman. For example, Bream saw a significant change in donations from pre-Title IX female athletes and alumni after an article appeared in the Gettysburg College alumni mass zinc on the growth of the women's athletic program and the planned building of a new facility to accommodate that growth.
"By communicating the success of the women's teams in our athletic program and the expansion of athletic facilities to accommodate the female interest in sport, the interest from [women from the pre-Title IX era] has increased,' Bream says. 'I find that the younger female alumni are more willing to give money instead of time because of career and family commitments, but older women alumni are active participants on our athletic advisory board."
The search for potential women donors should not be limited to former athletes and alumni. B" Roberts, Assistant Athletic Director for Athletic Development at the University of Tennessee, explains that a large number of the 3,000 members of the Lady's Vols Booster club are not alumni, but just those interested in sports. "It is often the case that a woman attends a Lady Vols contest by herself and enjoys the experience," says Roberts. "She comes back with her husband and/or family and then initiates the decision to join the booster club."
Differences in Motivation
Although men and women are both potential donors to athletics, as previously mentioned, their motivations for donating may differ. It is worthwhile to understand these differences, In a study titled, "UCLA Women and Philanthropy Focus Group Study Report," authors Sublett & Stone found that, of those who are general donors to UCLAL, men donated for recognition, reciprocal benefits, networking, tax purposes, and business reasons. Women, on the other hand, gave because of a personal response to need, gave money and time, gave to make a personal impact, gave to make a difference, and wanted to be personally involved in the organization.
To further explain the differences among men and women in this area, it is interesting to look at Duda's paper, "A Goal Perspective Theory of Meaning and Motivation in Sport," which examines why athletes compete. The study classified participants as being either task or egooriented. An ego-oriented individual competes to demonstrate competency, for social status, for wealth, to outperform others, and to show ability, and places emphasis on the outcome. A task-oriented person competes to see improvement, to achieve mastery, for personal satisfaction, to participate, to emphasize the process, and to recognize effort.
In developing an instrument to measure motivation of athletic donors, "A Goal Perspective Approach to the Study of Gender Differences in Athletic Donor Decision Making," by Parkhouse, Robinson, and Moore also classified donor motivations as being either taskoriented (curiosity, involvement, and commitment), ego-oriented (power, self-esteem, material benefits) or both. It was discovered that women donors place greater emphasis than men on the task constructs in making their decision to donate to athletics, while men place more emphasis on the ego constructs.
Developing Strategies
Based on Sublett and Stone's study at UCLA and Parkhouse, Robinson, and Moore's findings, athletic department strategies that have proven successful in cultivating male donors may not be w effective in cultivating women. Fundraisers can be more successful if they recognize the differences and plan accordingly. For example, ego-oriented quid pro quos that have historically been used in athletic fund-raising, such as asking the donor to serve as president of an athletic advisory board (power), emphasizing naming opportunities and public recognition at contests or in literature (self-esteem), providing complimentary tickets or quality seats at athletic contests, and emphasizing the tax benefit of donating (material gain) may not be m appealing to women.
One of the major strategies suggested for cultivating women is educating the donor before soliciting a donation. Women tend to be more curious about the organization that is requesting the donation, and wish to know how their donation will be used and who will benefit. They may not be quick to donate just for the complimentary tickets or naming opportunity. They would like to know if the athletic department, or the goal of the fundraising project, is worthy of the donation.
Another strategy is requesting a time commitment as opposed to a monetary donation. Mike Hamilton, Associate Athletic Director for Development at the University of Tennessee, has the responsibility to raise funds for the men's programs at Tennessee, and has been wry successful in attracting female volunteers. Hamilton gives a great measure of credit for the success of the Volunteer Network (a team concept fund-raising method that brought in $600,000 in new money for athletic scholarships for the men's athletic program) to women volunteers.
"The women are not the largest in number of participants, but they are the hardest working," says Hamilton. "They are active, vocal, inquisitive, and participative. It is pretty impressive to watch." Pat Ogle, Executive Director of the Bulldog Foundation at Fresno State University, echoes Hamilton's findings. Along with seeing an increase in the number of females in the Bulldog Foundation's annual team concept drive Ogle has found that the women volunteers "have an interest and enjoy our athletic program and are willing to donate their time."
A third strategy of appealing to female donors is letting them know their commitment %ill make a difference in the lives of student-athletes. Carol Oakland, Director of Athletic Development at Augustana College notes that, "When approaching men I focus much more on how their donation will impact the success of our teams. With women I focus on the quality of our student-athletes and how the donation will positively impact the studentathlete's experience.
"Women are willing to give to something in which they strongly believe," she adds.
Crockett feels that women are concerned with making things better for future athletes in a program. "They [former women athletes] have a commitment to make it a little easier or better for the next generation of women athletes. A testament to this is the number of former women athletes who come back to see the improved facilities and conditions to which they contributed.'
Recognizing the current and future potential of women donors, identifying the female donor base, as well as incorporating the most effective cultivation strategies, will enable an athletic department to maximize its fund-raising efforts with its female donor base. Women as donors are a valuable resource with the interest and capacity to guarantee positive athletic experiences for an entire program.
